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Wanda Shumaker 
Tony Giroti 
Len Strazewski 
Steve Anderson 


William M. Houston, CPCU, ARM 


Steve Dinnen 
Len Strazewski 
Nancy Doucette 


MONTH 
June 
July 

August 
September 
October 
October 
November 
November 


December 


January 
January 
January 
January 
January 
January 
February 
February 
February 
March 
April 
April 
April 
April 
May 
June 
June 
June 
July 
July 
July 
August 
August 
August 
August 
September 
September 
September 
September 
October 
October 
October 
October 
October 
November 
November 
December 
December 
December 
December 


December 


PAGE 
62 
62 
64 
58 
57 


18 
82 
26 


18 
81 
A1-A32 
28 
18 
42 
60 
94 


16 
36 
90 
38 
72 
82 
32 
48 
86 
93 
18 
53 





